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To acquire a challenging position in a growing organization that has the vision and potential for career development and  where I could use my experience, dynamism and leadership qualities exceedingly well to the satisfaction and growth of the organization.

Profile Summary
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More than nine years of professional sales and Operation experience in banking & financial sector. Self driven sales professional with proven ability of business development, PR strategies to acquire new customers and retain existing accounts; skilled negotiator and able to build relationship with high level personnel.  
Core competencies include

· New business development
· Understanding marketing aspects of business

· Opportunity identification

· Customer relationship

Professional Experience

HSBC Middle East (MEA Resources)

Sales Officer 

December 20th 2015 to till date

Key Responsibilities 

· Always comply with the sales and marketing strategy of the bank and develop own, which complies with the policy.
· Visit potential companies to ensure the regular business and create new data base of companies for the expansion of business.

· Activate and manage B2B & B2C schedule and meetings.
· Doing end to end follow ups with the customers maintaining consumer satisfaction 

· Understanding and contributing towards the growth of the organization.

· Acquiring new clients through tele,cold calls and references


Dubai First, Dubai 

Relationship Officer
March 23, 2014 to October 2015

Responsibilities

· Selling and assisting Credit cards/BT/LOP and render accurate services to customers.
· Identifying business opportunities and propose the right product (loan/credit card) for the customer.
· Assist to card holder for Quick cash and BT approvals and delivering services with 
      requisite courtesy and accuracy. 
· Contribute to team efforts by accomplishing related results as needed.
· Generating leads by tele and cold calling.
Muthoot Fincorp Limited, Mumbai
Sales Service Executive
November 2011 to December 2013
· Pledge the gold ornaments in terms of loans and sell personal loans against Gold
· Selling of company’s services like secured debentures and gold coins.
· Entertaining walk in customers and resolving their queries.
· Motivating them to invest in gold and closing the deals.
· Providing excellent customer satisfaction.
Barclays Associates - A channel partner of Barclays Bank (Business Loan department), New Delhi

Designation: Senior Relationship Executive
Duration: April 2010 to October 2011
Job responsibilities
· Targeting small and medium business class to sell bank product
· Making cold calls 

· Gather and analyze financial information of clients to provide the best rates and amount in terms of business loan

· Targeting premium segments and fixing appointments over phone 

· Maximum closing of deals and achieving monthly business loan target individually
· Well versed in managing, motivating and leading teams for running successful business process with proven ability of achieving services/process target.

· Analyzing the portfolio and giving feedback to the credit & risk department for necessary policy decision.

Religare Technova Business Intellect Ltd. New Delhi

Designation: Senior Sales Executive

Duration: October, 12 2008 to March 2010

Job responsibilities

· Target oriented direct and corporate selling of Dematerialized account and trading account to new clients.

· Identifying and resolving the process errors with concerned unit’s manager, Branches and sales staffs.

· Generating MIS report of submissions, rejection and approvals.

· Maintaining relationship with corporate clients.

· Verification of application according to the respective credit policy and guidelines for the submissions.
· Provide support to management in development and implementation of the organization structure to meet current and future business needs.

· Processing the files in terms of punching and take some instant approvals.

· To confirm the leads and appointments that has been referred by the tele-calling unit.
· Ensuring the targets in terms of monthly achievements. 

· Ensuring that all procedures and controls are strictly followed by the code of conduct and all other guidelines of Religare.

· Handling the queries of walk-in customers and to fulfill their requirements.

Worked with Citi bank in personal loan department from March 2006 to September 2008 as a Sales Executive where loans were provided on behalf of Credit cards. 

Academic Qualification


· Bachelor of Science in 1999 from Magadh University,Bodh Gaya
Extracurricular/Hobbies & Interest

· Organized festivals at college levels.

· Participated in few Marketing seminars at Jamia Hamdard, New Delhi

· Engaged in social work under state Haj committee.
Personal Details 


· Date of Birth :  January 11, 1976

· Sex : Male 

· Marital Status : Single 

· Nationality : Indian

